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Before Paymaster 
it was the same old song and dance. 


I’ve been through it. You've been through it. You whip out the 
charts, run through the numbers, tap dance and whistle “Dixie”. 
And the guy still isn’t interested. 


You know, it might not be your fault. Try offering him a product 
like Wisconsin National Life’s new Paymaster. It might bring a 
different reaction. It's the insurance/savings plan that's presently 


paying 7.25%. 


Mention that and you can bet he'll be listening 


when vou get to numbers like these: 


A 35 year old male with an annual premium of $500 will 
receive $34,322 at age 65 based on that 7.25% current interest 
rate. That means $19,322 more than the $15,000 total of 
premiums and deposits. $19,322! Of course, the current 7.25% 
interest rate could go up or down. There's no upper limit 

but WNL guarantees a minimum of 5% for the first ten years 
and 3.5% thereafter. The death benefit would include the 
face amount of $10,101.00 plus the deposit fund 

accumulations with interest. 


Go ahead. Read it out loud, like you're talking to a prospect. 
Feels pretty good, doesn’t it? 


Contact our Sales Vice President, Don Sheehan, CLU, 
by calling Toll Free 1-800-558-0244 
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State & Regional Manager Distributor 
VOLUME MARKETING OPPORTUNITY 
Cancer-P.R.D., Franchise & Association 
Guaranteed Referral Networks 
$25-100,000 Commission + Vested Renewals 


Offenings in Alabama, Arizona, California, 
D. C., Florida, Idaho, Kentucky, Louisiana, 
Missouri, Nevada, Nebraska, New Mexico, Ohio, 
Oklahoma, Rhode Island, South Dakota, Texas, 
Utah, Virginia, West Virginia, Washington. 

Guaranteed recruiting backup. Exclusive en- 
dorsed market prospecting system. 

Successful A&H/Life background required. 

Grow with us! Call Fred E. Stairr 


TOLL FREE 1-800-423-5029 














BATTING AVERAGE IN LIFE? 
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